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SP 6A-74 



Nov. 4-Dec. 27,1074 

RETAIL ACTIVITY - NEW YORK AREA 


SIXTH SALES CYCLE 

NOVEMBER 4, 1974 - DECEMBER 27, 1974 


BRAND POSITION 

NOV. 4 - NOV. 29 

DEC. 2 - DEC. 27 

FIRST MAJOR 

BENSON & HEDGES 100'S FLIP TOP BOX 

SECOND'FEATURED 

VIRGINIA SLIMS 

MARLBORO LIGHTS & GREEN 

THIRD FEATURED 

MARLBORO 100'S 

PARLIAMENT BOX & SOFT 

1 

BUSINESS BUILDING PROGRAM 

MARLBORO RED 


INTRODUCTION 

Benson> & Hedges 100's Box continues in the fine tradition of Benson & Hedges. 
Available in both Regular and Menthol, it will appeal to that growing seg¬ 
ment of smokers who prefer 100mm cigarettes and enjoy the convenience of 
a Flip Top Box. The New York area is an Ideal test market for this new 
addition, as smokers in the region are oriented towards both 100mm cigarettes 
and the Flip Top Box, and we are optimistic about the success of Benson & 
Hedges 100's Box. 

v 

This is an important introduction. It is essential that all sales and mer¬ 
chandising activities be carried out with precision to insure rapid and 
thorough distribution of Benson & Hedges 100's Box, supported by sound 
merchandising techniques. 


SELLINGS-IN FEATURED BRAND' 


Benson & Hedges IQO's Box will be the First Major brand throughout the entire 
Sixth Cycle, and will be presented to the retailer prior to the sell-in of 
the remainder of the P.P.P. 


The offer to the trade consists of 5 cartons of Benson & Hedges 
100's Box, with 10% gratis allowed on this 5 carton sell-in 
(1 pack free with each carton of Benson & Hedges 100's Box, to 
a maximum of 5 cartons per location). In addition, there will 
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be a $1.00 "Set/Sell Allowance" for placing a 30-pack display in 
a self service position on the counter or check-out for a 
period of two weeks. 


In those outlets where you cannot place the $1,00 3Q^pack set/sell, 
you may still sell-in the merchandise outlined above, giving 10% 
gratis per location on a maximum of 5 cartons. 

The mix of the 5 cartons should be 3 Regular and 2 Menthol. How-, 
ever, this mix may be altered to take advantage of local retail 
conditions. 

The sell-in of the remaining 10 cartons of the P.P.P. will follow 
the Benson & Hedges 100*s Box presentation. Gratis on these 10 
cartons is authorized! as follows: 

A maximum of 3 packs free on the 5 carton sell-in of 
the Second and Third Featured Brands. 

A maximum of 3 packs free on the 5 carton sell-in of 
Marlboro Red, 

For a total of 6 packs free on the entire 10 carton 
sell-in. 

(NOTE: The 5 cartons of Marlboro Red with 3 packs of gratis are 

not to be sold as a replacement for any other brands in the P.P.P. 
The retailer must purchase all 15 cartons to receive gratis on 
the Marlboro Red.) 

In addition, another $1.00 payment per location is allowed for a 
set/sell display on the tertiary brands (Marlboro 100 ^-Parliament) 
where both primary and tertiary displays are in a self-service 
position for two weeks. In those outlets with a merchandising 
agreement, payment ($1.00) will be made only for the tertiary set/ 
sell. 


The placement of mini-bins in non-controlled outlets with an 
allowance of $.10 per carton or $3.00 per display (maximum $3.00 
payment for 30 cartons) should proceed according to instructions. 
This program will not Interfere with presentations for Benson & 
Hedges lOO's Box. 

Sell-in First 4 Weeks 

5 - Benson & Hedges 100's Box (3 Regular & 2 Menthol) 

3 - Virginia Slims (2 Regular & 1 Menthol) 

2 - Marlboro (2 100's) 

_5 - Marlboro Red 
15 Carton sell-in 


Source: https://www.industrydocuments.ucsf.edu/docs/zxwm0000 


1005010025 




-3 



. Sell-in Second 4 Weeks 


5- Benson & Hedges 100's Box (3 Regular & 2 Menthol) 
3- Marlboro (2 Lights and 1 Green) 

2- Parliament (1 80 and 1 85) 

5- Marlboro Red 
15 Carton sell-in 


MERCHANDISING — Benson & Hedges 100's Box 

.. Benson & Hedges 100's Box will be displayed in one of the two 
set/sell units provided: The 30 Pack Set/Sell or the 18 pack 
supermarket unit. 

. Retail account coverage should follow the normal call card 
routings However, it must be remembered that Benson & Hedges 
100 's Box should be presented in a separate presentation, prior 
to the remainder of the P.P.P. 

Placement of the Benson & Hedges 100's Sweepstakes easel card 
should be obtained wherever possible. 

• Chain Supermarkets - You will be advised by your Division 
Manager of those accounts that have authorized Benson & 

Hedges 1'00's Box. In such outlets, product distribution 
is essential and should be obtained in all possible cases. 

. Independent Markets - The objective in these outlets is to 
gain distribution and display, with special emphasis directed 
to locations where single packages are sold. The 30 pack 
set/sell should be used, with the $1.00 per store allowance, 
in these outlets. 


Our primary objectives for Benson & Hedges 100's Box are to gain 
concentrated distribution and display during the initial coverage. 
Locations that offer the greatest potential for display and single 
package sales are a top priority dkiring the introductory stages. Your 
Division Manager will review with you every phase of this important 
introduction. 


SCANNER REPORTS 


Total Benson & Hedges 100's Box sales should be reported under 1st 
Major Cigarette. Paid displays should be reported under 1st Major 
Cigarette Set/Sell, and non-paid under Non-Paid Displays 1st Major.: 
Marlboro Red sold with gratis as part of the P.P.P. should be reported 
under Special Instructions, Column #1. (See attached sample scanner). 
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POINT OF SALE LIST 

CASK 




AMCS 

AMDS 

S/R 

D/M 

M/R 

PACK 


30 Pack Set/Sell 

42027-084-00001 

— 

_ 

150 

—... 

25 

50 


18 Pack Set/Sell 

42027-084-00002 

— 

— 

100 

— 

25 

50 


B Wire Primary Header 

42027-084-00003 

25 

0 

List 

0 

25 

Band 

25 

B-l Large Headers 

42027-084-00004 

25 

0 

List 

0 

25 

Band! 

25 

B-l Large Strip 

42027-084-00005 

25 

0 

List 

0 

25 

Band 

25 

Small Shelf Talker 

42027-084-00006 

0 

0 

100 

0 

25 

50 


Poster 

42027-084-00007 

0 

0 

50 

0 

25 

Bulk 


Easel (100's Sweepstakes 

42027-084-00008 

0 

0 

100 

25 

50 

50 


with Coupon Pad of 50*) 








Trade Brochure 

42027-084-00009 

50 

50 

10 

25 

50 

Bulk 


Carton Cbrd 

42027-084-00010 

50 

50 

350 

25 

100 

Bulk 



Trade Circular 

* Taken from' National Quantity 


Benson & Hedges 100's Box is receiving special sales force and merchandising 
support during this sales cycle. In addition, a significant amount of adver¬ 
tising will be used to promote the brand, and assist us in achieving our 
initial distribution and display objectives. These factors should combine 
to create a high degree of trade and consumer interest in Benson & Hedges 
100’s Box. 

However, in high volume calls where a retailer refuses to purchase 
Benson & Hedges 100's Box, you should make a note of the store name, and 
contact your Division Manager for assistance in planning a recall 
strategy. 
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